As Customer relationship management (CRM) is a well established concept and its practice to enable the realization of successful Telecommunication system, data mining techniques is developed for improving the customer relationship management part mainly in Corporate Telecom Sector. Considering the existing methodology, a well established methodology with data mining is needed for development of good integrated approach with growth in time and space complexities. The aim is to find the strategic point on the essential part of Telecommunication industry by exploring the techniques of data mining. Then the focus is on presenting a new methodology in case of mobile services on the perceptions of customers of
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